INTRODUCTION
Insurance is prime importance to ensure that industrial plants are not only constructed and operated but also protected from threats of destruction like accidents fire, explosion, disruption, breakdown and other causes. The insurance is social device to accumulate funds to meet the uncertain losses arising through a certain risk to a person insured against the risk. The general insurance corporation of India having four subsidiaries companies which are National Insurance Company Ltd, New India Assurance Company Ltd, United India Insurance Company Ltd, The Oriental Insurance Company Ltd. These companies are work separately and maintain their distinct features but they are controlled and guided by General Insurance Corporation of India. Insurance sector have potential to grow due to large population, increased awareness and income level of peoples. Number of factors for new private general insurance companies speedily penetrated in the market. Private companies establish new distribution channels, particular success in forging banc assurance alliances through direct marketing. The private companies prove their innovative strategies. They introduced competitive product with specialized features. The Major challenges in front of public sector general insurance company in India such as premiums rates will remain under pressure due to intense competition on more profitable lines. Some of them are on account of procedural defects and more rigid in their operation.
Abstract:

Since 1956, with the nationalization of insurance industry, the LIC held the monopoly in India's life insurance sector, GIC, with its four subsidiaries, enjoyed the monopoly for general insurance business. From 1991 onwards, the Indian Government introduced various reforms in the financial sector paving the way for the liberalization of the Indian economy. It was a matter of time before this liberalization affected the insurance sector. Insurance being one of the segments of financial sector, it has in the
Insurance is great way to cover losses in future and not necessary for immediate consumption, there is always a tendency to postpone the purchase of insurance products. The low importance in the society further adds to the difficulty in selling of insurance product. Distribution, therefore, becomes the important pool in the chain of activities in the business of Insurance. In a country like India distribution, which essentially means carrying the message of insurance through the last but toughest mile, acquires even greater pre-eminence.
As per IRDA Act, 1999 and the result of this act is opening up of the sector to private players, distribution of insurance has witnessed a flurry of activities as specification of educational qualification for agents and intermediaries, compulsory pre-license training and examination, issue of license by IRDA, elaborate regulation prescribing the code of conduct for all intermediaries, issue of regulations for corporate agencies, brokers and referrals. Such initiatives have completely changed the complexion of insurance distribution in the country. There is raise level of qualifications at entry, pre-license training, qualifying examination and tightening of the code of conduct for the intermediaries over the last few years have all contributed to improvement in the quality of distribution in the insurance sector.
Commissions and other pay outs, many other issues such as barriers at entry level for corporate agents, tie ups with multiple insurers for corporate agents and referrals, streamlining of procedures in direct marketing have been coming up from time to time in the sector. While the sector has witness for expansion of the number of agents, it is a fact that the turnover of agents has also been proportionately high resulting in a large number of orphan policies which didn't enjoy the servicing support of the intermediaries.
REVIEW OF LITERATURE
In competitive economy, private and public sectors must be focus on the effective and efficient delivery of the products they are designed to offer. A key factor in promoting effective delivery of essential goods and services is the provision of a performance-based remuneration system for all marketing employees. Compensation Management provides a step-by-step approach for designing a remuneration system that recognizes job requirements; employee-related knowledge and skills; and performance-related incentives that link individual, team, work unit, and organization performance. Organization has the competitive edge in an increasingly competitive world. The compensation management component enables organization to differentiate between your remuneration strategies and those of your competitors while still allowing flexibility, control and cost effectiveness. It provides a toolset for strategic remuneration planning that reflects your organization culture and pay strategies. Chhabra H.S. (2007) created performance based cash incentive system. The cumulative profitability of sales transactions must be used as a measure for computing incentive payments. Similarly, the salespersons that regularly meet or exceed their targets must get rewarded. Those who satisfy the performance criteria laid down get full portion of their variable salary and bonus and those who exceed get extra rewards. Dubey O.P. (2005) , stated the main reason for low insurance penetration in India has been the ineffective distribution and marketing strategies adopted by public sector general insurance companies. Traditionally tied agents were single channel through which insurance policies were sold. Author gives reason for low insurance penetration in India was public sector insurance companies never had any strategic marketing plan. Kriste M.K., et al (2003) , Author presented paper on experimental investigation of performance of people when job offering a fixed salary and lower certain components of salary but potential to earn a higher amount contingent on performance. Result demonstrate that, Variable pay was preferred more often when incentives where based on individual performance. Rajiv D.B. et al (2001) , Authors analyze performance data of 3776 sales employees of retail firm and result come as the incentive plan helps the firm to attract and retain more productive sales employees and motivates these employees to further improve of their productivity. Authors found that performance based incentive plan leads to attraction and retention at more productive employees and it acts as an effective screening device by sorting employees by ability.
Shobbit, Shukla S. (2006) stated that in rural area private players in general insurance sector have still not achieved much success and have failed to catch the pulse of rural India as compared to public sector general insurance companies. The author tried to expose the reason for failure of private insurance companies in rural market. 
INSURANCE AGENT
In Insurance industry the term "Agent" term used to a person engaged by the insurer to procure new business. Insurance agents work for life insurer and/or one non-life insurer and 'exclusive health insurer'. Insurance agents are intermediaries whose activities include soliciting, procuring, and servicing the general insurance market. An agent must possess the statutory requirements of his competence prescribed by the regulator and for which he has to pass the stipulated examination to satisfy the regulator after undergoing specified number of hours of training at accredited institutions (online / off-line). After the successful completion of the examination, all the agents in the insurance business are given license granted as provided under Insurance Regulatory and Development Authority (Licensing of Insurance Agents) Regulations, 2000, as amended up to date. Application for the same are to be made in prescribed form. The contact of agency between the company and agent defines the authority and responsibility and sets forth the agreement of the parties with respect to commissions and other details of the relationship. Renewal of license should be done in time by paying the prescribed fees. However, no license can be granted, if the individual suffers from any of disqualification as if the person is a minor, if found to be of unsound mind by a competent court, if found guilty of or connived at any fraud, dishonesty or misrepresentation against any insured or insurer. The appointment of agents is governed by Insurance Regulatory and Development Authority (Licensing of Insurance Agents) Regulations, 2000. The IRDA has prescribed both qualifications and disqualification for a person to be given a license under section 42 of the Insurance Act. A person must a) Be at least of 18 years of age. b) Have passed at least 12th standard or equivalent examination appointed if he/she resides in a place having a population of five thousand or more as per the last census, or 10th standard otherwise. c) Have undergone a training program of 50 hours in Life or General insurance business or any other prerecruitment examination recognized by IRDA. (However there are reductions in the required hours based on insurance qualifications, etc. of the applicant for Agency.) d) For a composite agency, a person should have completed 75 hours of training in Life and General insurance business spread over 6 to 8 weeks. An agency license is usually given for 3 years, which may be either renewed or cancelled later. But before renewal of the license, it is a prerequisite that the agent should have undergone 25 hours of practical training in Life and General Insurance business or at least 50 hours practical training in subject for a composite agency renewal. The agent is expected to procure a minimum premium amount depending upon the company rules and targets. The agent is paid commission as remuneration for discharge of all his functions, the commission rates are subject to the guide lines issued from time to time by the IRDA.
IRDA Regulations Limit on Payment of Commission or Brokerage on General Insurance Business
The IRDA under Section 14 of the Insurance Regulatory and Development Authority Act, 1999 and in terms of the provisions of Sections 40(1), 40A(3) and Section 42E of the Insurance Act, 1938, has laid down the percentage of premium that can be paid by way of commission or brokerage on a general insurance policy not exceeding the percentages of premiums set out below. The IRDA also specifies that no brokerage can be paid in respect of an insurance where agency commission is payable and likewise, no agency commission can be paid in respect of an insurance where brokerage is payable.
The following are the current rates of commission as recommended by IRDA: 
STATEMENT OF THE PROBLEM
Market share of public sector general insurance companies in India was 59.11 % and private sector 40.88 % in the year 2012. Market share of general insurance companies operating under public sector is reduced up to 40.88 % in year 2009 from year 2000. Number of factors for new private general insurance companies speedily penetrated in the market. This research paper analyzes effect of compensation on performance of insurance agents in public sector and private sector general insurance companies. Research paper is help to improve the market share of public sector general insurance company by of improving performance of insurance agents through technique of compensation management.
OBJECTIVES
1.To make comparative study of effect of compensation on performance of agents who are working related with sale of insurance policies in public sector general insurance companies with selected player in private sector general insurance company. 2. To evaluate the effect of compensation on performance of insurance agents who work related with sell of insurance policies in public sector general insurance companies.
HYPOTHESIS
Compensation strategies in private sector general insurance companies have positive impact on the performance of insurance agents.
RESEARCH METHODOLOGY
Primary data collected by researcher for analyze the compensation structure of insurance agents of selected companies through various methods such as survey and interview. Questionnaires designed, pretested, modified and formulated in their final form by the researcher. Secondary data collected from financial records, business figures of insurance agents of selected general insurance company offices, reports of IRDA related with selected insurance companies. Pune city was selected as a sampling area for survey. 
All other business 15%
Sample size of proposed study as follows:
Work profile of Insurance Agent in public sector, Insurance agents in private sector and Sales Executives in private sector is same but they are getting different compensation structure which is depend on their company policy and as per guideline of IRDA . Sample size of following job position is fixed on basis of their population in Pune city. Here four public sectors and one leading private sector general insurance company selected for study.
Insurance agents who are presently working (active agents) in public sector general insurance companies = 135 nos Insurance agents who are presently working (active agents) in private sector general insurance companies = 18 nos Sales Executives who are presently working (active agents) in private sector general insurance companies = 18 nos
FINDINGS / INTREPRETATIONS
1.Effect of present commission on sale of policies
Agents in private sector and public sector get the commission for sale of policies and Sales Executives are not getting any commission for sale of policy.
28% private sector agent and 9 % public sector agent says that present commission policy has high effect on their sale of policies.
23% and 35 % of public sector agent says that commission policy of company has low effect and poor effect on sale of insurance policies respectively. 2.Level of motivation by present commission structure on sale of policies Agents in private sector and public sector get the commission for sale of policies and Sales Executives are not getting any commission. 39% private sector agents and 12 % public sector agents say that present commission policy is good motivational factor for sale of policies. 32 % and 26 % of public sector agent says that present commission policy of company is low motivational and poor motivational factor for sale of policies respectively. 
3.Effect of present
Agents in private sector and Agents in public sector are not getting salary for sale of insurance policy. 22%, 50% and 28 % of Sales Executives in private sector says that present salary policy has extreme, high and moderate effect on sale of policies respectively.
4.Overall satisfaction about compensation structure of company
11% of Sales Executives in private sector is extremely satisfied about compensation policies of company. 30%, 50%, 11% and 6 % of agents in private sector are high, moderate, low and poor satisfy about compensation policy of company respectively. 28%, 22% and 39% of Sales Executives in private sector are high, moderate and low satisfy about compensation policy of company respectively. 13%, 36%, 26% and 24% of Agents in public sector are high, moderate, low and poor satisfy about compensation policy of company respectively. 5.Present compensation policy of company gives you opportunity to earn more.
22% of agents in private sector, 28 % of Sales Executives in private sector and 9% of agents in public sector say that present compensation policy has not give any opportunity to earn more. 11% of agents in private sector, 6 % of Sales Executives in private sector and 39% of agents in public sector say that present compensation policy has gives moderate opportunity to earn more. 67% of agents in private sector, 67 % of Sales Executives in private sector and 53% of agents in public sector say that present compensation policy has gives opportunity to earn more.
CONCLUSION
Conclusion of this research paper is effect of compensation strategies on performance of Agents and Sales Executives in private sector general insurance companies more positive than Agents in public sector. And this research paper shows that Agents and Sales Executives in private sector are more motivated due to compensation structure in comparison with public sector.
RECOMMENDATION
Result of above analysis shows that motivational factor of compensation strategies for Agents in public sector is lower than Sales Executives and agents in private sector. And also above analysis shows that overall satisfaction about compensation policy of company is lower in Agents in public sector as compare to Agents and Sales Executives in private sector. So, compensation policies in public sector will require to revised and make it more performance based.
SCOPE FOR FURTHER RESEARCH
Researcher only did study in the area of effect of compensation strategy on performance of insurance agents. There is also scope to study of effect of compensation strategies on performance of other intermediate. 
